


Accompaniment: It refers to a side dish. 
Aperitif: It is a drink served before a meal. 


Body language: It implies one’s gestures and postures while the 
person ts dealing or talking with somebody. 


Bill: It is a printed or written statement of the money owed for goods 
or services availed. 


BOT: It is the acronym for Beverage or Bar Order Ticket. 
Compensation: It, typically, refers to money given to someone in 
recognition of loss, suffering or injury. 

Condiments: These are things like salt, mustard sauce or pickle, 
which are used for adding flavour to a food. 

Club: It is an association dedicated to a particular interest or activity. 
CCG: It stands for Cutlery, Crockery and Glassware. 


Cocktail: It is a beverage made by mixing two or more alcoholic 
drinks. 


Crumbing down: It refers to the process of removing crumbs left on 
a table after guests have finished with the main course. 


Communication: It means sharing or exchanging of ideas and 
information. 


Division of work: It refers to fragmentation of work to complete a 
task in an easy way. 


Elevator: It is a North American term for lift. 


EDC: It stands for Electronic Data Exchange machine, which is used 
for swiping credit or debit cards. 


Entrepreneurship: lt refers to an activity of setting up a business or 
businesses and taking up financial risks in order to earn a profit(s). 


Feedback: It refers to data collected from customers or guests for 
bringing out improvement in product or services offered. 


Hierarchy: It is a system, in which members of an organisation or 
society are ranked according to relative status or authority. 


Horizontal communication: /t is the communication among same 
level staff. 


Intangible product: It refers to goods that do not have physical 
nature as opposed to a physical good (an object). 


KOT: It stands for Kitchen Order Ticket. 
Linen: It is a textile made of fibre obtained from flax plants. 
Menu: It is a list of food items offered in a restaurant. 


Mise-en-place: It refers to preparing a restaurant or its F&B 
department to serve guests. 


Multitasking: It refers to doing two or more work simultaneously to 
improve productivity and save time. 


Ounce: It is a unit for measuring the capacity of glasses. 


One-way communication: Such a communication takes place in 
unilateral direction only, 1.e., from the sender to the receiver. Here, 
no feedback is received by the sender. 


Pro-active selling: It is a selling technique, wherein, an item is 
offered for sale to a guest before the person actually expresses a 
need or desire for it, for example, asking if the guest would like to 
have another glass of beer when the person still has some left in 
the glass. 


Resort: It is a place that is, usually, visited for holiday or recreation. 


Reservation: It is an arrangement to secure accommodations at a 
restaurant or hotel. 


Suggestive selling: It is a technique of offering options to a guest that 
the person might otherwise not be aware of or would have thought 
about. For example, suggesting olives, bread, starters, appetisers, 
side orders, desserts, coffees, etc. 


Tangible product: It refers to a physical object that can be touched, 
such as building, vehicle or gadget. 


Table d’höte: It is the menu, where multi-course meals with only 
few choices are charged at a fixed total price. 
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Unit 1 

Fig. 1.1: Taj Mahal 

Fig. 1.2: Tourist resort 

Fig. 1.4: Front office of hotel 

Fig. 1.7(a): Khajuraho temple 

Fig. 1.7(b): Khajuraho temple plaque 
Fig. 1.8: Inside view of a restaurant 
Fig. 1.9: Camel safari 


Unit 2 

Fig. 2.2: Takeaway outlet 
Fig. 2.6: Grilling 

Fig. 2.7: Bar 

Fig. 2.8: Banquets 

Fig. 2.9: Cafeteria 

Fig. 2.10: Pub 


Unit 3 

Fig. 3.4: Kitchen 

Fig. 3.8: Buffet service 
Fig. 3.9: Grilling 

Fig. 3.10: Table d'hote 
Fig. 3.11: Table setting 
Fig. 3.12: Crockery 


Unit 4 

Fig. 4.3: Main course 
Fig. 4.4: Dessert 

Fig. 4.13: Bar tenders 


Others 

Fig. 1.3: HAJJ (Md Atir) 

Fig. 1.10: Zip-lining (Sweta Jha) 

Fig. 2.3: Railway catering (Sweta Jha) 

Fig. 2.4: Airline catering (Sandhya Rani) 

Fig. 2.5: Midday meal (NCERT) 

Fig. 3.5: Waiter taking down the order (Devender Singh/Castle 
Barbeque, Delhi) 

Fig. 4.9: Grilling (Devender Singh/ Castle Barbeque, Delhi) 


Fig. 4.14: Serving a cocktail (Devender Singh/Castle Barbeque, 
Delhi) 
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FOOD AND BEVERAGE SERVICE TRAINEE — CLASS IX 





Unit 1: Introduction to Tourism and Hospitality 
Session 1: Importance of Tourism Industry 


A. Fill in the Blanks 


tourism 

sporting 

United Nations World Tourism Organization 
constituents 


oS 2 u 


medical 


Session 2: Meaning and Concept of Hospitality 
A. Match the Columns 


1. (b) 2. (d) 3. (a) 4. (c) 


Session 3: Basic Departments in the Hospitality Sector 
A. State ‘True’ or ‘False’ 


1. False 2. True 3. False 4. True 


Session 4: Linkage between F&B Service in Tourism Industry 
A. Fill in the Blanks 


1. restaurants 

2. commercial and non-commercial operations 
3. customer 

4. trained or skilled 


Session 5: Recent Trends in Travel and Tourism Industry 
A. Fill in the Blanks 


1. inbound 

2. Amenities 

3. attraction, access, accommodation, amenities, activities, 
4. heritage 


Unit 2: Classification of Catering Industry 
Session 1: Growth and History of Catering Industry 


A. Fill in the Blanks 


1. Toil and labour 

2. Fifth Duke of Devonshire 
3. Ellsworth Statler 

4. Merchant Marines 
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Session 2: Types of Catering 
A. Fill in the Blanks 


1. Coffee shops 

2. Bar and discotheque 
3. earning money 

4. two 


Session 3: Scope and Career Opportunities in Catering Industry 
A. Fill in the Blanks 


1. diversity 

2. global Markets 
3. practical 

4. hospitality 


Unit 3: Preparation for Food and Beverage Service Operation 
Session 1: Organisation Structure of F&B Service Department 


A. Fill in the Blanks 


Sommelier 

Waiter 
Organisation chart 
carver 

senior captain 


SEE EZ 


Session 2: Attributes of a Waiter 
A. State ‘True’ or ‘False’ 


1. False 2. True 3. True 4. False 


Session 3: Basic Restaurant Operation Standards 
A. State ‘True’ or ‘False’ 


1. True 2. False 3. True 4. False 


Session 4: Restaurant Equipment 
A. Fill in the Blanks 


1.2 cm 

Main 

fuid ounces 
28.41ml 

5. specialty equipment 


> ONS 


Unit 4: Food and Beverage Service Operation 
Session 1: Receiving the Guest 
A. Match the Columns 


(i) b (ii) a (iii) d (iv) c 
Session 2: Taking Food and Beverage Order from Guests 
A. Match the Columns 

(i) b (ii) a (iii) d (iv) c 
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Session 3: Service of F&B Order NoTES 
A. Match the Columns 


(i) b (ii) a (iii) d (iv) c (v) e 
Unit 5: After-dining Activities 


Session 1: Importance of Bill Preparation and its 
Presentation to Customers 


A. Match the Columns 

(i) b (ii) a (iii) d (iv) c 
Session 2: Cleaning Soiled Dishes and Table 
A. Match the Columns 

(i) b (ii) a (iii) d (iv) e (v) c 
Session 3: Importance of Hierarchy and Exchange of Jobs 
A. Match the Columns 

(i) b (ii) a (iii) e (iv) c (v) d 
Unit 6: Communication with Customers and Colleagues 


Session 1: Types of Communication 


A. Match the Columns 

(i) b (ii) a (iii) d (iv) e (v) c 
Session 2: Etiquette and Manners in Communication 
A. Match the Columns 

(i) b (ii) a (iii) e (iv) c (v) d 
Session 3: Communication with Customers 
A. Match the Columns 

(i) c (ii) a (111) e (iv) d (v) b 
Session 4: Interruption and Negativity in Communication 
A. State True or False 


1. True 2. True 3. True 4. True 


ANSWER KEY 
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